Demo Automation
Decoded

The Ultimate Presales Guide for Demo Software
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Introduction

In the fast-paced world of software sales, presales teams are constantly seeking ways to
create more engaging, personalized, and effective product demos. Demo software has
become a must have tool for presales professionals with anincreasing demand for tailored
experiences. As buyer expectations for exceptional demos continue torise, sales engineers
must achieve greaterimpact with fewerresources and less preparationtime. These
expectations have also created new competitive pressures; SaaS companies must elevate
theirdemo motion, how they engage buyers, how they position their software, and how they

align the overall storytelling to most effectively reinforce customervalue. To address these

challenges, SaaS companies are adopting innovative demo automation and sales demo
platforms, whichis an ever evolving landscape.
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The Evolution
of Demo
Software

SaaS demos have changed tremendously over the years.

The evolution and category explosion of demo technologies
mirrors the broader digital transformation of sales. Today,
presales teams can engage customers anywhere, anytime,
using various demo tools - both synchronous and
asynchronous.




THE EVOLUTION OF DEMO SOFTWARE

However, the rapid growth and diversification of the demo software market have led to a
crowded and often confusing landscape.

DEMO SOFTWARE LANDSCAPE
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With over 40+ tools and solutions available, each offering different features and capabilities,
and having unique points of market entry, it can be challenging for presales teams to identify
the right fit for their needs. To better understand this evolution, let’s take a closerlook at the
key milestonesinthe demo tech timeline:;
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THE EVOLUTION OF DEMO SOFTWARE
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DEMO SOFTWARE TIMELINE

2010 ©

2020 ©
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Interactive Videos

Interactive videos, shared vialinks, allow viewers to
engage with anasynchronous overview at theirown
pace. They aim to automate repetitive presentations and
let viewers choose the demo's direction through a series
of self-guided questions. They also allow presenters to
berecorded, often featuring avisible presenterwho
provides voiceover guidance throughout the video.

Product Tours

First generation product tours were predominantly static
screenshots with tooltips as guides, and limited
functionality. Product tours have since evolved to be more
responsive, capturing HTML & CSS and layering tooltips,
modal windows, interactive embeds and elements of
personalization. Intent and tracking data has also improved.
The vast majority of today’s Demo Automation category on
G2 is made up of this variant of demo software.

Cloning or Sandboxing

Cloning was a natural progression of product tours as vendors
begantoreplicate and copy the responsiveness of the SaaS
front-end, and then elements of the backend. Sandbox
demos gained traction, offering a way for prospects to explore
product featuresin anisolated environment. Customizable but
limitedin scalability, these demos allow an end userto gain
hands-onaccess toademo.

Live

The latest evolution of sales demos has shifted toward live
demos where the live SaaS applicationis used to create
the demo. Live demo technologies allow real-time
customization and navigation without the limitations of
cloning or sandboxing. These advancements create more
engaging and effective demos, enhancing product value
and driving better sales outcomes.
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THE EVOLUTION OF DEMO SOFTWARE

Demo Software Throughout the
Selling Lifecycle

The ability to effectively showcase your product throughout the different stages of a sales
cycleis crucial. Different stages call for different demo methods, each tailored to address
specific needs and objectives. Let’s explore the key use cases and demo types that can
enhance your sales strategy throughout the entire selling lifecycle.

AWARENESS INTEREST CONSIDERATION PURCHASE ADOPTION

( Website ) (Discovery Demo) ( Training )
( Outbound ) ( POV Demo ) ( Expansion )
( First Meeting ) ( Follow Up Demo )

Product Tours

( Interactive Videos ) C Live Demo )
( Product Tours ) ( )
( Cloning / Sandboxing ) Gteractive Vide09

( Marketing ) ( Sales ) ( Presales ) ( Sales/Presales ) GustomerSuccesa
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Interactive Videos

Interactive video demos are ideal

for prospectsin the early Awareness
and Interest stages, offering product
exploration without scheduling a

live session.

Product Tours

Product tours let prospects explore
features at theirown pace, making them
effective inthe Awareness and Interest

phases foranintroductory understanding.

They can also be used during the
Adoptionphase.

+

*

Cloning/Sandboxing
Cloningis usedin the Consideration phase
to show how the product functionsinthe
customer's environment, while sandboxing
offers prospects hands-on experiencein

a standalone environment.

Live

Live demos provide real-time interaction with
prospects, addressing specific questions and
demonstrating product features within the
native product. They are essential for
engaging prospects during critical stages of
theirjourney when detailed interactionis
needed andrelevancy gleaned fromthe
discovery phase.

Creating Clarity out of Confusion:
What exactlyisa “Live” demo?

Live demos have emerged as a powerful tool to meet evolving buyer expectations. With sellers
capturing only 17% of a buyer's time and 85% dismissing those who don't deliver tailored
information, live demos are crucial. They engage buyersinreal-time, answering questions and

differentiating from competitors. Live demos enable presales teams to tell compelling, data-

backed stories, creating tailored experiences that address unique buyer challenges. This
authentic showcase of the product helps illustrate how the solution aligns with the buyer’s

goals and solves specific pain points, making it easier to justify the investment.
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THE EVOLUTION OF DEMO SOFTWARE

However, the growing demand for live demos has led to a crowded technology landscape,
with vendors offering various solutions under the "live demo" umbrella. Thisinconsistency
creates challenges for presales teams whenresearching and selecting the right tools. To bring
clarity, it's essential to establish a standard definition of what constitutes a true live demo:

LIVEIS NOT LIVEIS

Copy or clone of your live product Using the authentic live product

Live data to personalize the demo story

Generic one-size fits all experience

Focused oninteractive leave behinds Power to navigate anywhere and do anything

An asynchronousinteraction Real-time interaction with buyers

Best forrelationship building & closing deals

Using a product tour during alive demo

As buyer expectations continue to evolve, the demand for authentic, data-drivenlive
demos will only grow. Presales teams that embrace this approach willbe better equipped
to enable buyers, build strongerrelationships, and drive more revenue in anincreasingly
competitive marketplace.

sy 2024 Saleo, Inc. AllRights Reserved. 08



Comparing
the Tech

Currently, the market defines two methods for

creating live demos: Overlay and Data Injection.
Although Data Injection has often been called
‘Demo Augmentation' or '‘Data Simulation,' we'll
use 'Datalnjection’ for this guide. Let's explore
eachindetail.




COMPARING THE TECH

Overlay Demos

Overlay technology applies edits to the HTML layer of your live product. This is similar to
applying custom skin to a piece of software - you can change the way it looks but you are not
changing any underlying data or functionality. Since you are only changing the superficial
layer, changing a data pointina graph, table, metric or workflow requires manual adjustments
across allinstances, making the editing process cumbersome and in most cases, not
technically feasible.

@ PROS ® CONS

e Easy setup since technology only changes e Static data, resultinginaless dynamic
basic HTML items experience

¢ Limited customization based onreal-time data

¢ Visual cues and annotations for product , :
andinteractions

navigation
e Reliance onvendorto support complex demo
data edits

e Compatibility issues withiFrames,
ShadowDom, and Bl tools

Overlay demos are particularly useful for creating limited personalized

demos, but they fall short in providing the level of personalization and
interactivity offered by datainjection solutions.

Data Injectioninto Live Products

Datainjectionrepresents the pinnacle of live demos. Itinjects real-time data directly into
live SaaS products, enabling fully customizable, data-complete demos without backend
code changes. By interpreting API calls and customizing the data sent to the frontend,
you can modify your demo on the fly. This creates the most realistic and authentic
emulation of how the product functionsin the real world - because it is the actual product.
When combined with a sophisticated modeling engine, every element of the live product,
including tables, graphs, and workflows, becomes customizable by the sales engineer

or solutions consultant, allowing for an authentic and dynamic presentation.
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@ PROS @ CONS

e Dynamic data for an authentic experience ¢ Only available for products available onaweb

« Ability to edit complex data without browser.

vendor support

High customization capabilities
for personalized demos

Scalable for different products
and complexuse cases

Uses your live product, not a copy oraclone

Datainjectionis the only method that truly upholds the definition

of alive demo, as it works with the live product and real-time data.

How They Compare

FEATURES OVERLAY DATA INJECTION

Live Product \/ v

{

APl Layer

Simulates Native Back-end

Text, Image, HTML Edits

<0

Self Service

{

Linked Data Edits

Graphs, Tables, Workflows, Complex Calculations

X
Demo Data Control x
X
e

Use Case

Limited-Personalized Demos Ultra-Personalized Demos
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COMPARING THE TECH

Data Injection Spans the Demo Lifecycle

Injecting datainto your live product transforms your native product, making it more relevant and
versatile across various downstream formats like videos, product tours, cloning, and live
demos. This approach provides high-quality, easily editable data, eliminating time-consuming
data generation and simplifying customization. Data injection gives complete control over the
demo story, allowing presales to quickly tailor demos to specific prospect needs, industry
verticals, oruse cases, making personalization practical and scalable.

PRODUCT
TOURS

CLONING

DATA

RSk INJECTION

SANDBOXING

LIVE
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Conclusion

The evolving, competitive nature of software sales has driven
presales teams to use various demo technologies to meet
buyers' expectations andinternal growth targets. Thishasled
to asurge in demo tools, each designed for specific purposes.

Presales teams are constantly asked to achieve more results
with lessresources. The growth-at-all-costs mindset has
shifted to profitability and scalable efficiency. Adopting a
demo solution helps meet buyers' expectations for authentic,
personalized, and data-driven demos, while also enabling the
team to scale effectively.

When evaluating demo software, prioritize solutions that offer
customization, ease of use, and robust technical features.
Equipping your presales team with the right tools enables
engaging, personalized demos that differentiate your product,
build stronger prospect relationships, and drive more revenue.

ABOUT SALEO

]
K
'n
®

INTERACTIVE
VIDEOS

offer self-paced exploration
forearly-stage prospects

PRODUCT TOURS

provide self-guided,
feature-focused experiences

CLONING +
SANDBOXING

allow hands-oninteraction
in controlled environments

LIVE DEMOS

enable real-time, personalized
presentations thataddress
specific buyer needs

Saleois the only demo platform that injects real-time datainto your live product, transforming

how software companies demo and connect with prospects. Based in Atlanta, Georgia,

Saleo serves some of the largest SaaS brands, including several Fortune 500 companies and

some of the most innovative products worldwide. Saleo's unified platform helps sellers meet

buyers' needs throughout the sales lifecycle by enhancing their live application with

improved, data-compete, demo stories, which can be used for live demos, product tours,

and otherasynchronous presentations. Saleo helps GTM teams greatly reduce demo prep-

time, increase deal winrate, and reduce customer acquisition costs.

Ready to transform your demos with Saleo? Request ademo

Additional Resources:

saleo

PreSales Collective. /IZJI/ GTM
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Case Studies
Saleo Resources



https://saleo.io/case-studies/
https://saleo.io/resources/
https://saleo.io/request-a-demo/



